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    本文通过对拜耳聚碳酸酯关系营销的策略进行分析和探讨，通过分析拜
耳聚碳酸酯关系营销的成功与不足，为本企业的关系营销提供意见，同时为
其它企业进行关系营销提供思路和借鉴。 
    本文分为七个章节。 









































After over fifty years development, especially in the near ten years, 
polycarbonate market size and competition environment are tremendously 
changed. Polycarbonate becomes more and more commodity, the competition is 
harder and harder. The market is changing from trading  driven to  relationship 
driven. Relationship marketing, is marketing as a business and customers, 
suppliers, distributors, competitors, government agencies and other public 
interaction in the process, the core is to establish and develop these public good 
relations .The theme of the article is to analysis Bayer relationship marketing, 
summary the strongpoint and weakness, and express my understanding on the 
relationship marketing.. 
The article is consisted of  7 parts, 
Part one is the profile the article. 
Part two is to introduce the original of  relationship marketing, development 
and the theory based, including the difference between the traditional marketing 
and  relationship marketing. 
Part three is to analysis the global polycarbonate market situation and 
domestic polycarbonate market situation. 
Part four is to introduce the background of Bayer,  its polycarbonate 
business development in China, and analysis Bayer polycarbonate business by 
SWOT. 
Part five is to analysis the tactic of Bayer  relationship marketing, including 
customer, internal and public market. 
Part six is to express my understanding on the Bayer relationship marketing 
and my opinion on the analysis. 
Part seven is to describe the shortage of the article. 
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第二节  研究内容和思路 
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